Managing the Paper
We must on any account satisfy our customers. If tKly do not
get satisfaction just when they have begun to be interest&^Wj&ai
we write, we shalln't be able to keep them on the register ^Tr*:*^
In the same letter he planned for the future of the Press. Wrote
he :".... 1 have therefore decided to send a person to
England, whom I consider the most steadfast of all. He should go
there with the firm resolve that he should not make a single pie for
himself from the education he receives but would pass on all the
benefit of that education to the Press and would accept and live
on what the Press gave him. You appear to me to be the only
Indian who has attained to this degree of fitness. . . . Our ultimate
capital is not the money we have, but our courage, our faith, our
truthfulness and our ability. If therefore you go to England, your
intellect remains unspoiled and you return with your physical and
mental powers strengthened, our capital will have appreciated to
that extent,"
How would Gandhiji react to a new feature in the paper ? He
had an open mind, but would like to move cautiously. Some
>one suggested as part of sales promotion, riddle for the solution
of which prizes were also provided. Shri Chhaganlal wanted his
advice and got it (February 7, 1907) : " I did understand your
suggestion about the riddles. I do not think it proper to introduce
the riddles feature so long as we are not in a position to have it regu-
larly and offer prizes ourselves. What can be the object of the man
who wants to spend money on this ? How long can he be expected
to do so ? Moreover, we can hardly expect many to take part in
the competition. However, you may inquire of your correspon-
dent if he intends paying for the prizes indefinitely. It would be
very strange indeed if he wanted to do so. On the other hand, it
would not be proper for us to start this feature if he agrees to
give prizes once in a while. You may, however, write to me if you
have more to say.'*
It may be of interest to know the various methods adopted by
publishers to boost the sale of papers. " An example of circulation
building by high-pressure methods, including premiums, that
exceeded all bounds was the contest in which London, England,
newspapers engaged some years ago. Lord Beaverbrook, in a page
one announcement, admitted that between March 1st and June
3&J3&S London Daily Express spent more than $1,000,000 in gifts
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